





N The Indian Direct Sellers Association (IDSA) has complied. a | 
comprehensive report on domestic and international patterns followed by the direct 
selling industry. According to the survey, the global turnover of the direct selling 
industry has more than doubled over the last 10 years, from US$33. 32 millions i in 
1988 to US $81. 87 millions i in 1998. According to the. same survey, the direct selling 
er industry i in India, has been: witnessing a 60-65 per cent growth i in the sales turnover 
E over the past few years. The total sales have grown from Rs. 588 crore in 1998-99, ¢ to : 

Rs. 714 crore'in 1990- 2000.. 


As oe as the profit of the ER RT from divect selling companies 

A is s concerned, 68.9 per cent are household goods, while 12.4 per cent are personal 
care products. Family products (including educational material, leisure products) : 
: account for. 14.4 per cent, business aids and others (mainly promotional material) l 
account for 3. 59 per cent, and food products (like dietary supplements) account for 
0. 71 per cent of all the products purchased. In world markets, households goods account a 
for 39. 5 per cent ofall products p pee chased, while personal c care e products a account for 2 
30, 4 per. cent. TA | T 
An interesting aspect of direct selling in India is that women comprise up 

to 70 per cent of all sales people in India, couples account for 20 per cent and males x 


ER account for 10 per cent. The number of men is expected to go up because companies | 


un ‚like Modicare, Amway and Herbalife have been encouraging men to join their sales 


force. Direct selling may follow the party plan or the multi level network. In a party | 
plan, the host invites friends and neighbours for a party. The merchandise is displayed | 


‚and demonstrated i in a party like atmosphere and. buying and selling takes place. Ina 


| multi level network, customers act as master distributors. They appoint other people 


to work with them as distributors. The master distributor earns a commission ¢ on the | 
ee basis of sg ig sold and distributed = the distributors. 


42 





i | . An order takes 10 days to process; 














brushes for 2 days, despite correctly estimating demand. AO 
For a retailer interested in keeping safety stock the reorder formula becomes: 
+ Reorder point = (usage rate x lead time) + Safety Stock =- 
~ ‘Suppose the company decides on safety stock of 30 percent for pain 
“brushes; its reorder is (10x8) + 0.30x80)= 80 + 24 = 104. The company still expects 
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“to sell an average of 10 brushes per day and received orders in an average of 8 days. 
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The safety stock 24 extra brushes is kept on hand to protect against unexpected demand 
SEAMS METI maqma aii nadw vino aiqo ai pios vid 


-— By combining a perpetual inventory system reorder point calculations. 
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ordering can be computerized and a automatic reordering system can be mechanically 
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